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Along with the business competition became complicated and fierce, as well as 
outsiders turned into rivals and prior advantages got weakened, realize effective sales 
so as to maintain market share, improve competitive power, upgrade brand image and 
reputation has become more important especially for manufacturing enterprise, 
because sales is always the key function regarding sustainable development even 
survival. Sales Team, as the relating tie between enterprise and customers, are main 
factors that decide enterprise profit gaining and sustainable progress. Therefore, 
implement effective management on sales personnel and sales team would stimulate 
sales potentials and sales performance, among which, compensation incentives 
become key issues of HRM in more and more enterprises. 
L is a domestic famous handset manufacturing brand, effective compensation 
management played key roles in fulfilling operating performance and managing sales 
team. This paper adopts Document Analysis and Empirical Analysis, combines 
theories of compensation incentive and performance appraisal, indicates respective 
sales compensation features in different developing stages, by empirical analysis 
between KPI and compensation incentives, the paper points out the problems that 
exist in sales compensation system, provides optimal design and outlines for 
compensation system in order to realize business strategy in the end. 
The paper consists 6 chapters. At first, brief introduction of background and 
significance etc, then comes the theories, current status of sales compensation system 
are key contents in chapter 3, then analyzes the problems and causes. In Chapter 5, the 
author comes up with the optimal compensation scheme, while at the end of the paper, 
points out the main perspectives of the paper and the further questions. 
The optimal compensation system in the paper possesses quite pertinent and 
empirical meanings, has certain reference values for companies of same size or below 
in handset industry  
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第三章，L 公司销售人员薪酬体系现状。介绍 L 公司的基本情况及其行业背









系设计理论及著作之精华，同时结合 L 公司的客观情况开展论文研究。对 L 公
司薪酬体系出现的问题，采用了定量与定性相结合的分析方法，更加科学合理地










































































                                                        
1 刘昕，《薪酬福利管理》，对外经济贸易大学出版社，2003 
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